
Facebook Timeline Marketing For Local Businesses 
 
You either love Facebook or you have no time for it.  But the real question to 
be asked is … What do your customers think of Facebook?  Do they use it? 
 
There are now over a billion active users, according to CEO Mark Zuckerberg, 
who has just announced this via The Globe and Mail.1  The Toronto 
newspaper’s columnist, Michael Blabad, shrewdly observes: “Its stock may be 
rocky, but Facebook itself has hit a new high.”  And the “Likes,” reports the 
same article, have hit over a trillion… 
 
“I didn’t want to join Facebook, but it’s the only way I can keep up with my 
family,” complained an older friend at a recent business breakfast – one who 
may well be your customer talking. And this is a reason you may well hear 
countless times, when you speak to customers well over the so-called “median 
user age of 22.” 
 
Facebook is everywhere.  People access it on Smartphones and mobile phones: 
while they’re waiting for trains or drinking cappuccinos at Starbucks; while 
they’re walking or jogging to the gym; at work and at home – and everywhere 
in between.  Smartphones and Facebook are more than a habit for some. 
They’re an addiction. 
 
And your ideal audience may well use both to check out local businesses – 
including your competitors – for items they need. 
 
Given this fact of life, can you afford to ignore Facebook as part of your 
marketing and promotional strategies?   

 
To do so would be like 
painstakingly picking corn, ear 
by ear – completely ignoring 
the giant combine, all gassed 
up and ready to go, at your 
disposal. 
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“But I don’t know how to drive a combine,” you quaver.   
 
That’s easy.  Hire a driver! 
 
You can do the same thing with Facebook – hire a social media manager – 
and if you’ve got the budget for that, it can be a shrewd strategy.  Even if you 
decide to do so, however, it’s much better if you, yourself, know enough to 
decide whether or not that social media manager or consultant is doing a 
good job and getting you valid results. 
 
Read this fact-packed, up-to-the-minute Special Report.  At the end of it, you’ll 
know exactly what to do for your local business using Facebook Timeline 
marketing – as well as how to do it.  If, after that, you decide to outsource 
your social media marketing for your local business in order to save time, 
that’s a choice you’ll feel confident about making. 
 
 
What is “Facebook Timeline?”   
 
There are many ways to describe Timeline, some of them pretty colorful (when 
coming from detractors who preferred it back when Facebook allowed every 
thought or game post from everybody to come hurtling onto your Facebook 
Wall in a big stream of consciousness mish-mash).   
 
“Timeline” refers to the way Facebook displays items to your wall, including 
what you write, what others post or comment on; and you’ll also notice 
unsigned-up-for “Sponsored” posts on your Personal Profile and Facebook Page.   
 
Your “Timeline” is nothing more than a series of chronological events – almost 
like a journal – served up to you (with material from yourself and others) via 
Facebook.  And, like any good journal, the material is now carefully sorted, 
edited and selected – the big drawback nowadays being that Facebook decides 
what you want most to see, based on posts you engage with and respond to.  
They arbitrarily don’t serve up the rest, no matter how the-person-they’ve-
decided-isn’t-important is connected to you.   
 
In other words, Facebook has decided to manage your posts (incoming and 
outgoing) with the intention of giving you better value.  The plus side is that 
users no longer have to spend an hour scanning past gaming posts to get to 



the one post they are interested in – a photo of a daughter’s new baby or 
news about how a son liked his first day at college. These posts would be 
most important to the user, but not to Facebook. 
 
The down side is that Facebook doesn’t always get it right, when it comes to 
deciding what you’d find important.  But love it or hate it, you’re stuck with 
Timeline. It can’t be changed.  (And if you’re tempted to click on those 
“Remove Timeline” links -- don’t!  Most of them result in malware being planted 
on your computer and, in some cases, outright Facebook page hacking.  They 
don’t do what they promise.)  
 
If you’re sitting there saying, “Yeah, don’t I know it” or saying “I’m barely on 
Facebook anyway, all this stuff doesn’t matter to me,” you’re missing the point.  
The point being:  You can put Facebook Timeline to powerful use for 
your local business .   
 
Facebook Timeline can help you… 

• Increase sales 

• Generate new, targeted leads 

• Retain current customers or clients 

• Build a strong community that will spread the word about your business  

• Generate “buzz-worthy” posts and content – the sort that goes “viral”2 

 
Difference Between Personal and Business Page Timelines 
 
But should you promote from your Wall (your regular Facebook news feed) … 
or should you promote from your Facebook Page? 
 
Promoting and branding from your Facebook Page (creating it strictly for your 
business) not only seems to be your best strategy (unless you’re trying to rank 
well on Klout) – it’s also what Facebook specifies you do.  Facebook will not 
tolerate direct promotion from your Personal Profile Timeline. 
 
                                                
2 This type of “viral” is the sort you want!  It means your Facebook page or posts being shared and spread at the 
speed of light; all very naturally and spontaneously. 



But what is the difference between your Personal Profile (newsfeed and wall) 
and your Facebook Page (business page)? 
 
Your Personal Timeline is your profile “wall” and newsfeed.  You can access 
these right now by clicking on the Profile Photo you uploaded when you 
created your Profile and by clicking “Home.”  Your Profile is where Facebook 
displays your latest posts, as well as those of people who have posted right on 
your wall.  It’s a little different from your general “Home” newsfeed – usually 
what shows up when you sign into Facebook, unless you’ve specified otherwise.   
 
Your newsfeed doesn’t concentrate on your posts or posts specifically sent to 
you:  Instead, it displays everything and anything it thinks you would be 
interested in, based on its “Edgerank” algorithm. 
 
This algorithm evaluates: 

• Whether or not your post includes a photograph or graphic3 (a good 
thing, if it does) 

• Whether or not posters are in your particular groups, such as “Friends,” 
“Close Friends” or “Acquaintances,” for example 

• If you’ve commented on or “Liked” any of their posts recently 

• If they’ve “Liked” or commented on your posts recently 

• Whether or not a post is “Sponsored” by yourself or incoming posters (or 
Facebook has decided is relevant to the sort of content you like) 

You can affect what appears on your wall by your own actions – by how you 
deal with incoming posts and what material you post – as well as whether or 
not that post includes or is accompanied by: 
 

• A photo or graphic 

• A link with a thumbnail 

• A video 

                                                
3 This factor, in particular, remains a top priority in Edgerank’s ranking criteria! 



 
But here’s the twist…  
 
Facebook’s Terms are highly specific about what you can and cannot do.  It 
boils down to these two major points: 

1. You are only allowed ONE Profile (personal account) 

2. You may NOT use it for your business 

Does this mean you can’t network for business?  No, not at all.  It simply 
means you can’t promote offers through your Personal Profile. 
 
In fact, one good way to manage your Personal Profile lies in putting strictly 
personal connections into groups such as “Family” or “Close Friends,” and 
business connections into different groups such as “Acquaintances” or “Friends”.   
 
Here’s a sample of how you might break it down (though exactly who you put 
in each group is up to you)… 
 

Personal Profile Timeline 

Family Close Friends Friends Acquaintances 

Mom 

Dad 

Sister Rose 

Aunt Jean 

BFF Marty 

Cousin Steve 

Cousin Angie 

Business friends 
who cross over 
into your personal 
life and see some 
detail, but whom 
you don’t 
necessarily want 
reading your 
rebellious teen 
cousin Angie’s 
posts 

Your bookkeeper 
of ten years 

Everyone  Your dentist 

Mrs. Skolnick from 
Church 

People whose 
friend invitation 
you’ve accepted, 
but who you know 
through a third 
party (I.e. you 
don’t really know 
them at all) 

 
 



In fact, one of the great things about Facebook is that it now allows you to 
assign which group you want individuals to be sorted into as you actually 
accept Friend requests. 
 

Groups are your friend.  Create your own.  
Populate them according to your own 
criteria.  But use them – think of them as 
your own personal Sorting Hat.  You can 
add or create your own groups, to replace 
or augment Facebook’s pre-set groups.   
 
For example, say you want to keep your 
“Fantasy Kingdom” game friends strictly 

separate (a good idea, whether or not you’re on your Personal Profile or 
Facebook Page!):  You could create a separate group called something like 
“Fantasy Kingdom Buddies”. 
 
(Just don’t call a group on your Personal Profile “Customers” – reserve 
“Customers” for your Facebook Page!) 
 
Your Business Timeline – Your Facebook Page is the only place specifically 
for promoting your business, according to Facebook.  And that is actually a 
good thing. (Think of your Facebook Page as your Business Account on 
Facebook, and your Personal Timeline as your Personal Account.) 
 
Again, use Groups to better ensure exactly which content you want business 
acquaintances seeing. 
 
 
 
 
 
 
 
 
Your Facebook Page groups might look more like this: 
 

Personal Profile Timeline 

TIP:  Use “Public” for content you want everyone to see – whether they are on your official 
list of Facebook contacts or not.  (This would include people you are trying to interest in 
your “Christmas Special”; or for when you want people to spread the word about your 
services and create buzz.) 



Family Customers Business Peers Everyone 
(Public) 

Cousin Nick, your 
business partner 

Aunt Sophie, who 
always buys your 
products and 
leaves great 
comments 

  

Your existing 
customers or 
clients 

Business contacts 
who you network 
with 

Suppliers 

People you use as 
a business 
resource 

 

 

Everyone!  (That 
includes friends 
and family on 
your Personal 
timeline, if they’ve 
clicked “Like” for 
your page) 

 
Separating your personal life from your business life is healthy and wise.  After 
all, you’ll want to make contact with a much wider circle on your Facebook 
(Business) Page than you will on your personal page, if you’re like most people. 
 
You have only one important fact to remember about your Facebook Page:  
People have to click “Like” in order to see posts from your Page feed in 
their own newsfeed.4 
 
(Think of it as the equivalent of people voluntarily signing up for email updates.  
After they sign up, you are then allowed to announce product launches, 
seasonal specials at your store, store contests, etc. to them.) 
 
Once You Publish Your Page… 
 
You will be notified when people comment on your posts or click on interactive 
elements. 
 
 
 
 
 
 
 
 
Your Facebook Business Page Elements 
                                                
4 N. B.:  You will not see their posts and feeds, unless one of their posts is made directly on your Facebook Page 

TIP:  You can go back to posting as your Personal Profile any time, simply by clicking 
“Account,” then selecting your name from the drop-down menu.   
Switch any time between posting as your Page and as your Personal Profile in this manner. 



 
Setting up your Timeline is easy enough. Simply click on “Create a Page.”  
Follow the wizard as it guides you through set up. 
 
Have a Cover Photo ready as your header background (851 pixels wide x 315 
pixels high), as well as a Profile Photo (160 pixels wide x 160 pixels wide) – a 
Headshot, your Business logo, photo of your premises or whatever else you 
want to brand your business in your Fans’ minds as. 
 
Cover photos may not include images with more than 20% text and must be at 
least 399 pixels wide. 

 
Other elements you’ll need to fill out or populate: 
 

• Type of Business (Public Figure, Local Business, Personal Blog, 
Food/Beverages, etc.) – no matter what your company does, you’re best 
to put “Local Business”. 

 
• Simple description of your services or mission 

 
• Photos Tab (DO upload photos!) 

 
• Other App Tabs 

 
You’ll be prompted straight away to update your Status, add a Photo or 
Video and an Event or Milestone. 
 
 



Using Tabs and Tab Apps 
 
An “app”, or application, is a script, program or service that performs a specific 
function allowing people to interact with your page.   
 
Your favorite Apps, in Tab format, will appear directly under your Page header, 
so that your Fans can use them too… 
 

 
 
Using relevant Apps – ones your Fans will appreciate also – can help increase 
engagement.  To find Facebook-approved-and-developed Apps, visit the App 
Center.   
 
Then use the drop-down menu on your Tabs – E. g.: The “4” with the down 
arrow in the above example – to remove tabs you don’t need (such as “Likes”) 
and substitute new Apps you think your Fans would like. 
 

Pinning Posts 

One of the greatest advantages to operating from your Facebook Page rather 
than your Personal profile:  You are able to “pin” posts. 

It’s very easy to do: 

1. Click on the little “pencil” icon at the top-right corner of the post you 
want to pin 

2. Select “Pin to Top” 



 

What “pinning” a post to the top of your Page feed does: 

• Keeps it attached to the top left “first spot” in your feed.  This means 
for seven whole days, it will be displayed there consistently – newer posts 
won’t “knock it down the list”. 

Note that you can only pin your posts to the top (i.e. your Page’s posts):  You 
cannot pin other peoples’ posts. 

You can also share your Pinterest photos (Pinboards) via Facebook – though, 
unfortunately, you can’t pin Facebook photos directly to Pinterest. 
 
 
Highlighting and Milestones 
 
Two other ways to make your Business Page posts stand out:  
 

1. Highlight posts you attach importance to.  (This is not the same as 
pinning.) 

2. Create a Milestone (Life Event) 

You highlight a post with a photo by pressing the little star icon at the top.   
All this does is expand your photo across two columns, to make it more 
noticeable.  It’s a good way to showcase important or particularly attention-
getting graphics, but people do have to scroll down to find it, should you or 
others post more material on your Page – so don’t be too quick to add more 
posts until people have finished reading and responding to that one. 

You can create a milestone as a special post, to mark a special event.  When 
you go to create your post, you’ll notice a “Milestone” icon at the top of your 
posting area… 



 
Select this, and a pop-up allows you to quickly write your post and add a 
photo (size specified is 843 pixels X 403 pixels).   
 
It will also allow you to input data letting people know when and where.  Then 
simply “Save”. 
 
You can also create a Milestone from an existing post after the fact by 
scrolling down till you find your post, and selecting the “+” symbol between 
columns: 
 

 
(Remember to “Save”.) 
 
Types of posts you can share as a Milestone: 

• Date your company opened 

• Special Event your company participated in or arranged 

• Causes your company participated in or arranged 

• Arrival of new key members of  your staff 

• Date signature products appeared in your store 

• Date you offered new services 

• Awards 

• Any significant event that might (a) build your company’s credibility (b) 
interest your Fans 

 
 



How to Get “Likes” 
 
Number one order of business, the moment you’ve set up your Facebook Page 
– share something!  Make a post.  You need to interest and engage people as 
quickly as possible. 
 
Number two order of business:  Drum up thirty “Likes”.  The moment your 
“Like” count reaches thirty, you can access Facebook Insights – an invaluable 
set of Facebook tracking tools via your statistics. 
 
So how do you get “Likes” and make people passionate about your Page?  
Here are fifteen practical suggestions that have worked for many local business 
owners… 
 

1. Don’t just Share your new Page as prompted, once you’ve created it – 
announce it on your Personal Timeline as well.  (Here’s where having 
people who may become potential network contacts, clients or customers 
in a separate Group on your Personnel profile comes in handy:  You can 
announce your Page only to that Group, if desired.) 

2. Create an Ad, if you have the budget.  It’s simple to do – Facebook 
walks you through the process, and all you need to do is have your text 
and graphics ready. 

3. Ask people to do something (“call-to-action”).  If you want people to 
watch your new video, don’t just post it with the link – tell them to go 
watch it!   

a. And if you’ve just created an ad, it’s essential that it asks people 
to take some sort of action.  (E.g. “Find out where whales go in 
winter – watch this 58-second video”.) 

4. Ask a question to create engagement. Making a statement doesn’t bring 
in anywhere near the response that asking a direct question does – just 
make sure it’s one that is (a) fun to answer (people generally enjoy giving 
their opinion, if that answer stamps them as an individual rather than a 
herd member; or (b) brands them as an expert.  (Example:  “What do you 



think about clowns?  One jumped out at me when I was three, so I’m 
terrified of them.”)5  

5. Make them curious.  An especially strong strategy with ads, because it 
makes clicking to find out the answer irresistible – even if they do so 
cursing and muttering because they don’t have time, they didn’t want to, 
et cetera. 

6. Include a “Share” button – and a separate call to do so – on your online 
sites, articles or other pages. 

7. Share your Fans’ posts (and other peoples’ posts that you think your fans 
would like).  It’s easy to share a post: 

8. Slant the focus of your Facebook age to be all about your Fans – not 
about you or your business.  While your POV (point of view) will always 
be from that of your business, relentlessly pushing offers without stopping 
to think where they are at in their journey and what they are going 
through right now will only alienate them.  Remember, people like to be 
liked – not sold to.  When they want to be sold to, they’ll walk into your 
store. 

9. Build trust.  Paying close attention to point # 7, above, will help do this, 
in spades.  If people think you like them, listen to them, enjoy them and 
care about their problems, they’ll trust you.  If you give them great tips 
that really help, they’ll trust you.  If you hook them up with resources 
they need, they’ll come back to you when they want something else 
(unless you’ve hooked them up with a direct competitor who suits them 
better!) And follow point # 9, below…  

10. Post regularly and consistently.  Once a week is the absolute minimum 
for a business to post.  Once every day or two is ideal. 

11. Post quality content!  And if you can’t post quality content every day, 
make it either warm and personal, entertaining or interesting.  (And do 
that anyway.) 

12. Don’t brag.  Posting that you won the Annual Winemaker’s Award is a 
perfectly valid post… but it goes down a lot more easily if it’s just a 

                                                
5 You’ll also probably notice you get better response if you add a short example – the more personal, the better. 



once-in-a-lifetime-type post among ones centered on your audience.  
Making every post self-promotional is pure self-sabotage. 

13. Give credit!  People love to be credited for their own tips and ideas, 
even if you do this generally.  Posting that you won the Annual 
Winemaker’s Award also goes down better if you make it an opportunity 
to thank your loyal customers and/or those who voted for you.  (And it 
lets those who are new to your Page know that you have some solid 
support for your products or services.) 

14. Reward Polls!  If people respond to a Facebook Poll asking research 
questions for your business, send them a link to a downloadable PDF, 
checklist, template, worksheet , free item coupon or discount on your 
products or services.  (They’ll fall all over themselves to respond to your 
next poll – especially if you didn’t tell them beforehand there would be a 
reward; and it was a nice surprise.) 

15. “Like” and interact with other Pages – especially ones you think your 
customers would enjoy being introduced to. 

 
How to Find Facebook Pages to “Like” and Participate With 
 
Finding other Pages to like is very simple:  Scan down your left-hand sidebar 
menu until you see “Like Pages”… 
 

  
 
Click on it, and make your selections.  (You’ll be able to “View” the Pages after 
clicking, before you decide whether or not you want to subscribe.) 
 
Best Practices for Setting up Your Business Timeline 
 
The more you know how to make the most of your Facebook Page Timeline, 
the more effective it will be in your local marketing strategies. 
 



Your main aim should be to create, build and nurture a tight 
community united around a common passion .   
 
If you continuously assist your fans via your Page and your actual business to 
indulge in this passion effectively and easily, pretty soon you’ll find they are 
united around your Business as much as they are united in their love of, say, 
boating – your store or office will be their ultimate resource; their “Go to” place 
for all boating questions and needs, in real life. 
 
And your Facebook Business Timeline (Page) will be their “Go to” 
place and community on the net . 
 
Do that, and you’ve succeed in your Facebook Business Timeline’s ultimate 
purpose.  Everything you post from then on has the potential to go viral, 
providing you always keep your posts at least one (and preferably more or all) 
of the following: 
 

• Entertaining 

• Fun 

• Useful 

• Interesting 

• Original 

• Relevant 

• Unique 

• Timely 

• Current 

• Active 

 
Here are twelve more “best practices” to make sure you follow, if you want to 
experience maximum interactivity from your followers: 

1. Log in as your Facebook Page often.   

2. Comment from your Facebook Page as much as (if not more than) you 
comment from your Personal Profile. 



3. Find other, related Pages whose audience is relevant to your business, 
and comment on their Page walls as your Facebook Page. 

4. Interact regularly with followers and other pages you “Like” via your 
Facebook Page newsfeed. 

5. Pay personal attention to people who take the time to comment on your 
Page.  Use their first names when responding, whenever possible. 

6. Even if you don’t have time to respond, get into the habit of clicking 
“Like” when people take the time to comment (unless, of course, they are 
saying things like “Your business sucks!” – Clicking “Like” under these 
circumstances could only be thought of as inflammatory!) 

7. If you already have a Facebook Group for business contacts of any sort, 
you cannot convert it to a Page.  Simply create a Page for that group; 
then invite your group members to join it. 

8. Showcase your best work!  If you’re an artist, display pieces from your 
Portfolio.  If you run a Pita stand, post photos of individual, appetizing 
dishes you are known for.  If you are a video designer, post examples of 
videos you’ve made for clients (with their permission, of course!)  

9. Keep your posts short.  According to Salesforce Buddy Media, the results 
of their latest study involving eighteen thousand Facebook users showed 
that posts under eighty characters received twenty-three per cent more 
response. 

10. Read Facebook’s Terms – make sure you understand them and you are 
not violating any. 

11. Make your Page as interactive as possible.  People are entertained by 
interactivity – and what’s more, they expect it, in this day and age. Use 
apps, polls, quizzes, contests, handy little “calorie counters” or other 
interactive “games” – whatever you think would most appeal instantly to 
your Facebook Page fan. 

12. Use Tabs so people can more easily access Apps you want them to 
access. 

 



Don’t be intimidated by setting up your Facebook Page – it will remain 
“Unpublished” while you play around with it until you are ready to make it “go 
live” by pressing “Publish.” 
 
Of course, there is one easier way to market your local business using 
Facebook Timeline – one that will save you time (though only you know 
whether or not saving the time it takes to learn and optimize your Facebook 
Timeline will make you money). 
 
Outsource its creation and/or maintenance, and have an expert set it up 
and/or maintain it for you. 
 
Consider the return on investment:  Would having someone already skilled in 
integrating your social marketing (particularly Facebook) make you more money 
(and build your list) better than you could do it yourself?  If so, and you can 
afford it – go for it. 
 
Whatever you do, and however you do it, though, always stay in touch with 
your customers.  Even if you don’t maintain it yourself, read your Facebook 
Page and posts daily – and remember to check Facebook Insights (or have 
your expert do this) to see your results!  
 


